Basics of Life Insurance



Presenter
Presentation Notes
Good afternoon and thank you for joining Crump today for our Basics of Life insurance presentation. My name is Jason Bazzone, Life Wholesaler at Crump and I am very excited to be joined by Brian Metzger, Sales Director for TFN, as well as Brian Suchanick, our Internal Wholesaler. Today we will be reviewing basic life insurance principles and what Crump has to offer for WFG agents.  
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Presenter
Presentation Notes
Crump is your distribution partner for life, long term care with linked benefits, and disability.  On the screen you can see our 800 number.  This single point of contact brings you into all of the teams that support you here at Crump, from the life sales desk to the disability new business team.  I’m also showing you the email address to request life insurance illustrations from the sales team.




Presenter
Presentation Notes
Read agenda on slide


The Purpose of Life Insurance

One of the guiding principles of life insuranceis that it recognizes
“..the value of a human life and the possibility of indemnification for the loss of
that value.”

- F. C. Oviatt, Economic Place of Life Insurance and Its Relation to Society

........................................................................................................................................


Presenter
Presentation Notes
Life insurance is a unique financial and risk management product, but, acc. to a 2015 LIMRA study, over 100 million adult Americans still live without it. The ﬂexibility that life insurance can provide is often misunderstood. Some think it’s designed simply to pay for funerals while others believe it is overly complex. That’s why it’s critical for you, an insurance industry professional, to understand and demonstrate the value of life insurance and how it can work in many diﬀerent situations.
�One of the guiding principles of life insurance… (read slide)

A portion of that value is the earnings potential that each person has shown over their life. Part of the purpose of life insurance is to indemnify (or make whole) in the event of a loss.  Who is made whole? The insured’s beneficiaries are made whole, to a degree, when the insured passes away and they receive the policy’s death benefit. �

References:
2015 Insurance Barometer Study, Life Happens and LIMRA�F. C. Oviatt, Economic Place of Life Insurance and Its Relation to Society, p. 181 ��
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Presentation Notes
There are many different uses for life insurance, such as… (speak to slide)

Keyperson:  using life insurance to keep a key employee w/ a company, either for the death benefit or the income that can be taken from the policy

Buy-Sell:  arrangement to handle the succession of a business when one owner dies or is disabled; life insurance covers the cost of the transfer of the business

Optional:  Under Personal, Income replacement, final expenses, and paying off debts are death benefits and Supplemental Income and LTC/Chronic Illness benefits are living benefits.  Living benefits can be thought of as “you don’t have to die to use.”  More examples include using it as a Social Security bridge where clients can use cash values to increase income without affecting tax brackets.
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Presentation Notes
This is the Crump website accessible through your mywfg.com website. There is a wealth of information available on the website from the very basic aspects of life underwriting all the way to more advanced scenarios such as advanced sales ideas. There are also many tools available on the website to help you in assisting your clients.
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are not approved foruse in all states. Crump operates under the license of Crump Life Insurance Services, Inc., AR license #100103477
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Presentation Notes
One of those tools is the Crump Transaction Center.  From this section you can not only run term quotes, but also do your contracting through the “Get Contracted” tool.  When your client is ready to move forward, you can use the “Start New App” button to begin your online application.
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are not approved foruse in all states. Crump operates underthe license of Crump Life Insurance Services, Inc., AR license #100103477
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We also have the Vital Quote comparison tool. Accessible through the main website, the Vital Quote tool allows you to quote your term life insurance clients.  Simply input all the relevant personal information into the system and then scroll down…
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…and once you have the personal information in, choose the appropriate product that you and your client are looking for. Finally at the very bottom of the screen where it says “View Quick Report” you want to select “List Report”. There are other ways to cut up the information available to you as well, but the list report offers the most basic details pertinent to the sale and is the same report our sales team uses.
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Presentation Notes
This screen shows just some of the many carriers who work with Crump and are available to you through WFG. Principal is on the list; but will be leaving the personal life insurance space in the second half of the year. But Crump works with so many carriers, we will still have an opportunity to fill that space and that is one of the values that Crump brings to the relationship. We have many different carrier relationships and are always looking to add new carriers…
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…and one of the most recent additions we have to the portfolio is National Life Group. Crump added them to the carrier list in the early part of 2021 and we are very excited to have them available for WFG.
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Crump is proud to be participating in the 40/60 advancing model and we follow all the same rules as the directs.  


Underwriting
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Presentation Notes
Lets switch topics and talk a bit about Underwriting opportunities which can potentially assist your clients.



Carrier Underwriting Niches
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Presentation Notes
Don’t be an expert, no one expects you to be a Dr or a Nurse.  But field underwriting will be an aspect of your life insurance career and its important to know what niches Crump can assist with.  I like to think of it like the old cartoon when a person gets an idea and a light bulb goes off over their head.  Just remember the opportunity and reach out to Crump for assistance.  Ratable Build, Marijuana use and Alternative tobacco are three such niches where Crump could potentially assist your client.


Diabetes: Four Most Important Pieces of Info 1

Underwriting Questionnaire
Diabetes Mellitus

Type of Diabetes Dateofdiagnosis— @ Age at onset
ProducerMNarme Phane
Client Name, Date of Birth Date Recent range

Cmale [ Female Face Amount Max Premium § Iy,
—— y

Oterm  Crermanent Has the client ever used any form of tobacco (cigarettes, cigars, pipe, snuff, ete)? Clves  [lno

How often does the proposed inst - heir physician for a diabetic checkup?
Date of most recent physician visit
The client controls his/her diabetes by
|:|Diet Only DWeight loss/control |:|Regu|ar exercise (indicate type and frequency)

Frequency _____ Dateoflastuse__ 0 Type

Type of Diabetes DT',‘peI Dr,rpe ] Date of diagnosi ——oH__ Age at anset.
Most current Glycohemaglobin (HbAIC) testreading—__ Date. Recent range.

Haw often does the propased insured visit their physician for a diabetic checkup?

Date of mast recent physician v

The dlient controls his/her disbef
[Joietonly [ Weightlossieontrel [ JRegular exercise (indicate type and frequency)

|_|Cral Medication (medication, dosage, frequency) [Tinsulin {units per day)
[[Joral Medication (medication, dosage, frequency) ] insulin {units per day)

List any megicatios etttk
—

Name of Medication (prescription or otherwise) ] Quantity Taken

List any medications the client is taking

Narme of Medication (prescription or atherwise) Quantity Taken Frequency Taken

Current Height Weight Wieight 1 year ago Reasan for change

Bload sugar reading AlClevel —____ Microalbumin Level

Trighycerides Bad cholesteral (LOL) Good cholesteral (HOL). Chalesterol,

Blood Pressure
Has the proposed insured sxperienced any of the follawing - if yes, pravide details below
Weight problems. High blood pressure [Chest pain Insulin shock
|Caronary Artery Disease | Abnormal ECG [Elevated lipids Diabetic cama
Neuropathy Retmopathy [Kidney disesse |lcshalidrug buse
Protein in the Urine | Albuminuria |Glycosuria |Other

Details
List any other major health problems the dient has:
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This slide shows a Crump Underwriting Questionnaire and I am showing this for two reasons.  First is that Diabetes is a common health malady that affects insurance approval, and I want to review to share a good field underwriting tip.  Second is that I wanted to show you how Crump can assist with your sub standard clients.  Once you can give us some preliminary information on your client and what issue they have, Crump will send you a one page PDF underwriting questionnaire that lists the information our underwriters would need to know to assist your client.  Once completed with as much information as possible send the questionnaire back to the team to have our underwriters review.  For Diabetes we need to know four important pieces of information; what type of diabetes it is, what is the age of onset or when they got the diabetes, what medications they take and finally what their A1C # is.  This is the good field underwriting tip…if you run into a client with diabetes ask them right up front what their A1C # is.  If its an 11 or higher life insurance would be extremely difficult to obtain until they lowered that number.


Gerber

$39.05

$43.04
$4478
$46.29
$47.71
$48.95
$50.05
$54.54
$58.94
$63.07
$66.92
$70.22
$81.90
$93.13
$103.90
$114.22
$124.12

Issue
Age
50
5
52
53
54
55
56
57
58
59
(1]
61
62
(%]
64
65
66
67
68
69
70
7
72
73
74
75
76
77
78
79
80

$10,000

$44.09
$47 39
$50.42
$53.26
$55.73
$57.93
$50.58
$61.05
$62.33
$63.25
$63.89
$68.57
§72.97
§77.18
$81.22
$85.16
588 64
$91 67
$94.51
$96.98
$99.18
$108.17
$116.97
$125.22
$132.92
$139.52
$162.89
$185.35
$206.89
$227 52
$247.32

Male

$15,000

$65.68
$70.63
$75.17
$79.43
$83.14
$86.44
$88.92
$91.12
$93.04
$94.42
$95.38
$102.39
$108.99
$115.32
$121.37
$127.28
$132.51
$137.04
$144.31
$145.02
$148.32
$161.79
$174.99
$187.37
$198.92
$208 .82
$243.88
$277 57
$300.88
$340.82
$370.52

Gerber Life Guaranteed Life

Male and Female Rates

Guaranteed Life Monthly ACH Premiums*
*Premiums deducted directly from a Checking or Savings Account.

$20,000

$93.87
$99.92

$25,000

$108.86
$117.11
$124.67
$131.77
$137.96
$143.46
$147.58
$151.25
$154.46
$156.75
$158.36
$170.04
$181.04
$191.58
$201.67
$211 52
$220.23
$227.79
$234.90
$241.09
$246.59
$269.04
$291.04
$311.67
$330.92
$347 42

Issue
Age

50
5
52

BEIRRLBR2BZEILFHE

$5,000 $10,000

$34.47
$36.94
$39.05
$40.98
$4272
$44.28
$46.02
$47.39
$4877
$50.05
$51.06
$54.08
$56.83
$59.22
$61.05
$62.61
$65.82
$66.48
$70.95
$73.33
$75.53
$82.87
$89.83
$96.53
$102.67
$108.17
$123.75
$138.42
$152.17
$165.00
$176.37

Female

$15,000

$51.24
$54.95
$58.12
$61.00
$63.62
$65.95
$68.57
$70.63
$72.60
$74.62
$76.13
$80.67
$84 79
$88.37
$91.12
$083.45
$98.27
$102.25
$105.97
$109.54
$i12.84
$123.84
$134.29
§144.33
$153.54
$161.79
$185.17
$207 17
$227.79
$247.04
$264.09

$20,000

$68.02
$72.97
$77.18
$81.03
$84 52
58763
$91.12
$93.87
$96.62
$00.18
$101.20
$107.25
11275
$117.52
$121.18
$124.30
$130.72
$136.03
$140.98
$145.75
$150.15
$164.82
§178.75
$19213
$204 42
21542
$246.59
$075.92
$303.42
$320.09
$351.82

$126.27
$133.83
$140.71
$146.67
$151.25
$155.15
$163.17
$169.81
$176.00
$181.96
$187.46

*Additional premium rates are available on the Gerber Life Agent Portal quote tool located at: www.gerberlifeagency.com

ForFinancial Professional Use Only—notintended for use in solicitation of sales to the public. For use with non-registered products only. Products and programs offered through Crump
are notapproved forusein all states. Crump operates underthe license of Crump Life Insurance Services, Inc., AR license #100103477
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Finally for those clients who would otherwise be uninsurable we have Gerber Life. Gerber is available to any client ages 50-80 who are looking for up to $25K of life insurance.  The only medical issue they can not accommodate is cognitive in nature; so Alzheimer's, dementia and retardation. On the screen I’m showing the rate card as there is no illustration software available and the pricing would go off the rate cards.  Please reach out to the life sales desk at the #800 if you need a rate kit.
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Presenter
Presentation Notes
Next we would like to talk about two Foreign National carrier opportunities through Crump.


Prudential

A Prudential



Presenter
Presentation Notes
Prudential is our first opportunity.  As long as the client has a SSN or an ITIN and has resided within the U.S. for six months or more per year they could be underwritten as a resident.  This means that all products and underwriting classes are available.


Lincoln Foreign National

r] Financial Groupe®



Presenter
Presentation Notes
For the more traditional “high net worth” foreign national carriers we have Lincoln.  Lincoln doesn’t look at visa type; as long as the client has one Nexus connection they would be available.  There are no arbitrary minimum income or net worth requirements to qualify besides the basic life insurance.  If your client is from an approved country, all underwriting classes are available.  Only permanent products available to these individuals.
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Presentation Notes
Next I would like to take a look at the Accelerated Underwriting as well as Simplified Issue opportunities available.


Accelerated Underwriting

Carrier

Allianz (i)

Program Mame

Fast Track AccUW

Products

LifePro+ UL

MNew
York

Mo

Min.
Age

25

Max.
Age

60

Face Amount Limits

Up to 43 million

How to Submit

Carrier Website or Paper Application

[ Soba! Alantic

Fast Lang
Underwriting

UL, UL

Ages 18-50, up to $2 million
Ages 51-55, up to §1 million
Ages 56-60, up to $500,000

Paper Application

ek

Express Track

Term

Up to $3 million

i cket-iPineline or
Haper Application

Permanent

Up to $3 million

i cket-iPineline or
Haper Application

o

APPcelerate

Term, UL

Up to $1 million

Lincoln

Francisl Grouge

LincXpress

Permaneant, Term

Up to $1 million

Lincoln TermAccel®

Lincoln Termaccel® 10, 15, 20

$100,000 - $1 million

Lincoln TermAccel® 20 (non-tobacco)

$100,000 - $1 million

Lincoln TermaAccel® 30 (tobacco)

$100,000 - $1 million

ﬁﬂlrlmﬂ.’lmn

Speed eTicket

Term Life Answers, AccumUL Answers,
Income Advantage and Life Protection
Advantage

$100,000 - $2 million

Beabised Lide
Growg

Life: of Southwest

EZ Underwriting
Program

All Products

Ages 18-50 applying for face amounts up to and
including %2 million (FlexLife, PeakLife, Term,
TotalSecure)

Ages 51-60 applying for face amounts up to $1
million (FlexLife, Term, TotalSecurnz)

Ages 51-60 applying for face amounts up to and
including §1 million (PeakLife)

Ages 61-65 apﬁlyin? for face amounts up to
$250,000 (FlexLife, Term, TotalSecure

efpp-iFipeling or Paper Application

Writedway™

Term, UL, IUL

Aﬁes 18-50: Face amount up to and including %2
million placed inforce or applied for in the last two
years
Ages 51-60: up to $500,000

eApp-iPipeline or Paper Application
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Accelerated underwriting is when a carrier uses computer algorithms and database checks to potentially give a client insurance with out having to go through the traditional underwriting process.  For younger (generally ages 18-60) and healthier clients it may be a good option for a potentially quicker and less invasive underwriting process.  Many carriers on the Crump platform allow for Accelerated underwriting.  


Accelerated Underwriting continued 23

Mew | Min. | Max.
York | Age Age

5 18-40: up to §3 million
No g 4 :up to $2 million Drop Ticket-iPipeline
z tup to $1 million

s 1 ‘up t illi
Opri“‘:ipal" Accelerated UL, UL g EE tg EE.' 2::”:3:::
Jnaenng z :up to $1 million

Carrier Program Mame Products Face Amount Limits How to Submit

: :up to $3 million
All Products ; g 4 :up to $2 million Faper Application
: :up to $1 million

Classic Choice Term, Advantage Choice ey
UL, Custom Choice UL, Index Choice UL, ‘lﬂflﬂgﬂﬁg} Pu'-'.lgl}m
Lifetime Assurance UL P 00

All Single Life Products ) A Drop Ticket-iPipeline, or Paper
(no PruiTerm One, Prul ife LIL Pius, UL, VUL) $100,000 - $3 million Application {Xpress Worksheet)

e o eApp-iPipeline or Paper Application
¥100,000 - $3 milion {Xpress Worksheet)

$100,000 - $3 million Paper Application (Xpress Worksheet)

Ages 18-50: Up to £3 million
Ages 51-60: Up to 1 million

ForFinancial Professional Use Only—notintended for use in solicitation of sales to the public. For use with non-registered products only. Products and programs offered through Crump ‘ ru m
are notapproved forusein all states. Crump operates underthe license of Crump Life Insurance Services, Inc., AR license #100103477 p®
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Accelerated underwriting is when a carrier uses computer algorithms and database checks to potentially give a client insurance with out having to go through the traditional underwriting process.  For younger (generally ages 18-60) and healthier clients it may be a good option for a potentially quicker and less invasive underwriting process.  Many carriers on the Crump platform allow for Accelerated underwriting.  


Simplified Issue 24

Mew | Min. | Max.
York | Age | Age

s 18-50; $25,000 to $300,000
Term Express, UL Express, IUL Express Mo 18 70 s 51-60: $25,000 to $250,000 eApp-iPipeling
s 61+: $25,000 to $150,000

Carrier Program Name ‘ Face Amount Limits How to Submit

Children’s Whole Life DL;S $5,000 to $50,000 eApp-iPipeline or Paper Application

ForFinancial Professional Use Only—notintended for use in solicitation of sales to the public. For use with non-registered products only. Products and programs offered through Crump ‘ ru m
are not approved foruse in all states. Crump operates under the license of Crump Life Insurance Services, Inc., AR license #100103477 p®
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But if the client needs to have fully simplified issue as opposed to accelerated underwriting Crump has an option as well through Mutual of Omaha.


Simplified Issue: Application Questions 25

Part One IF THE PROPOSED INSURED ANSWERS “YES” TO ANY QUESTIONS IN PART ONE, THAT PERSON IS NOT
ELIGIBLE FOR ANY COVERAGE UNDER THIS APPLICATION.

1. Isthe Proposed Insured currently:
(a) bedridden or confined to any hospital, nursing home, long-term care facility or skilled nursing facility;
__Yes [ | No
(b) requiring assistance with activities of daily living such as taking medications, bathing, dressing, eating,
toileting, getting in and out of a chair or bed, or control of bowel or bladder problems? . .................. “1Yes [ | No
(c) requiring any of the following (other than for fractures, bone or joint surgety, including replacement): uY ”
wheelchair, electric scooter, or oxygen equipment to assist breathing (excluding use for sleep apnea)? .. .. .. “IYes [ | No es to any

. Has the Proposed Insured ever been: qUEStlonS iNn Pal't 1 ?
(a) diagnosed as having Acquired Immune Deficiency Syndrome (AIDS), AIDS Related Complex (ARC),
or Human Immunodeficiency Virus (HIV) Infection (symptomatic or asymptomatic) or been treated for
AIDS, ARC, or HIV by a physician or heath care provider? “IYes [ | No
(b) diagnosed with, been treated for or advised by a physician or health care provider to receive treatment for
Alzheimer's Disease, Dementia, Huntington’s Disease, Sickle Cell Anemia, Myelodysplastic Syndrome (MDS), Lou

Decline/not eligible

Gehrig's Disease (ALS), Quadriplegia, Paraplegia, Down’'s Syndrome, mental incapacity, congestive heart failure,
Cirrhosis, Metastatic Cancer or recurrent Cancer of the same type? ... ... it _IYes [ | No
(c) diagnosed with insulin shock, diabetic coma, or had an amputation due to diabetic complications or

for coverage

_IYes [ | No
_Yes [ | No

_IYes [ | No

. Inthe past 12 months, has the Proposed Insured been:

(a) advised by agmhysician to have a surgical operation, diagnostic testing other than for routine screening
Burposes or for those related to HIV/AIDS, treatment, hospitalization, or other procedure which has not |
een done or forwhich results are NOtKNOWNT . . . oL e i __Yes [ [ No

(b) diagnosed by a physician or health care provider as having heart disease or heart surgery of any kind?.. | _ Yes | | No

. In the past 2 years, has the Proposed Insured been diagnosed with, been treated for or advised by a
physician or health care provider to receive treatment for any form of cancer (except basal or squamous cell

L o< 1 o= I " Yes [ | No ( 'ru m
\ p®
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As long as the client can answer “No” to all the knock out questions on the application and can pass the non invasive background checks that Mutual of Omaha will run (example being MIB and Script Check Database) than the client would be able to get a policy with no blood, urine or underwriting.  There is only standard and standard tobacco rates and Mutual of Omaha offers this opportunity on a Whole Life, Term as well as IUL product.


Terminal
Iliness

Chronic
Illness

Critical
Illness

g /M L L R : . e ;..sz,;:wwfﬁfﬂ,‘?)??@y)//ﬁa'y

Insured provides evidence from a medical professional that their life expectancy is 12
months or less.

Insured is
certified by their physician or requires substantial supervision due to severe cognitive

Impairment.

Insured has been certified by a physician as having one of more of the following conditions within
the past 12 months: ALS, Major Organ Failure, Heart Attack, Kidney Failure, Stroke, AIDS, Life-
threatening Cancer, Dementia (Including Alzheimer's), Aortic Aneurysm Surgery, Major Burns



Presenter
Presentation Notes
And all of the simplified issue products through Mutual of Omaha have Terminal Illness, Chronic Illness and Critical Illness riders standard on the policy.

Next up I’m going to have Brian Suchanick go over a few specific Carrier opportunities through Crump. 
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Crump offers carriers who provide No-Lapse Guarantee Universal Life.  This offers lifetime protection, little to no cash value, and is well suited to clients looking for permeant life insurance with guarantees but don’t need the additional case value of whole life.


Allianz

ForFinancial Professional Use Only—notintended
forusein solicitation of sales to the public. For use
with non-registered products only. Products and
programs offered through Crump are not approved
forusein all states. Crump operates under the
license of Crump Life Insurance Services, Inc., AR
license #100103477

Eliminate the possibility of receiving 0% interest

Using our Index Lock feature (ovailable with two of our indexes), you can lock in an index value you're satisfied
with at any point during the current crediting period. This will be the interest credit that's applied at the end of your
crediting period — no matter what happens in the market after you've set the lock. The Index Lock occurs at the
end of the business day, therefore the octual value received may be more or less than the value at the time of the

request. Please refer to C51-512 for the business rules.

USING INDEX LOCK: A HYPOTHETICAL EXAMPLE

Year 2 starts whare the index value

Index lewel

Year 1:

Locked in month 9 ot
an index value of 108
Would've received an
index value of 102

5 102, not from where you lodked.

Year 2:

locked in month 9 at

an index value of 108.
Would've received an

index value of 112

: Year 1 end -
if not locked. Index Anniversary if not locked.

o Yegr ] e Yegr? — — —Index Lock

Pollcy year 1 began with an index value of 100, After
several ups and downs, when the index value reached
108, the client chose to lock it in and not subject
themselves to further market volatility in the period.

By locking in this value, the client received more
than the index's actual value — 102 — ot the policy
year's end.

Policy year 2 began with the index value ot 102. During
the year, the client again chooses to lock in when the
index value nses to 108.

In this case, had the client not locked in, they could
have received a higher index credit — 112 — at year’s
end. 5till, by locking in, they were able to ensure
that they received an index credit they would be
satisfied with.

Index Lock is ovailable with Bloomberg US Dynamic
Balance Il ER Index and PIMCO Tactical Balanced
ER Index.
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One very unique feature is available on Allianz’s IUL.  They are currently the only carrier offering an IUL rate lock.  The rate lock is a unique feature to lock in the IUL rate on your policy.


Global Atlantic

ForFinancial Professional Use Only—notintended
forusein solicitation of sales to the public. For use
with non-registered products only. Products and
programs offered through Crump are not approved
forusein all states. Crump operates under the
license of Crump Life Insurance Services, Inc., AR
license #100103477

@ Global Atlantic

FINAMCIAL GROUP

Global Atlantic’s Additional Insurance Program

Do you have clients who recently obtained permanent life insurance, but now have a need
for extra coverage? With Global Atlantic’'s Additional Insurance Program, your clients may
be eligible for additional coverage with limited or no additional underwriting.

Who is eligible?

Clients who have been fully underwritten at
Standard or better {Tobacco or Non-Tobacco) rates
from an approved carrier within the last 3 years.
Accordia Life policies are also eligible.

Which products qualify?
All individual, permanent products:
+ Global Accumulator
« Lifetime Builder ELITE
+ Lifetime Foundation ELITE
Eligibility
Maximum issue age; 65
Minimum policy size: $100,000
Maximum face amount: $1,000,000
Total face amount considered will be the lesser of
the amount of the other policy, $1 million or our
remaining retention,

Rate Class
- Standard Non Tobacco, Preferred Non Tabacco,
Premier Non Tobacco
- Standard Tobacco, Preferred Tobacco
(Accordia Life's tobaceo guidelines will apply)
= Substandard classes not available

Foreign national applicants are excluded

Riders available: Terminal lliness, Chronic & Critical
lliness, Wellness for Life*

Requirements
= Use of program to be clearly identified on
cover letter or agent report
Accordia Life application with all sections
completed

Required application support forms:
o Terminal iliness disclosure
o HIPAA (Authorization &
Acknowledgement)
o Agent/Producer report
Other forms if applicable:
o Chronic & Critical lliness Disclosure
o Replacement Form
o EFT authorization
o Strategy Allocation
o Conditional Receipt

Disclosure Notice to Proposed Insured to be
given to the proposed insured by the agent or
through the e-application process

lllustration requirements will apply

Face page of prior policy showing the insured's
name, the face amount, issue date and
approved class

Additional Program Details
+ Please note that this is not intended to

encourage replacement transactions,
Underwriter will review for inclusion in program
and may waive exam reguirements
Underwriting financial guidelines will apply
If eligible, Accordia application will be approved
at a class that closely matches prior policy
If there has been a change of health identified
through review of the evidence collected as
part of the program, the underwriter may
request additional requirements as needed
Allow normal backdating
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Another unique opportunity through one of Crump’s Carriers is through Global Atlantic's additional insurance program.  As long as a client and their policy applies, they may have the opportunity to purchase an additional Global Atlantic Product with very limited additional underwriting.


R

LTC Riders

Carrier

Equitable
John Hancock
Lincoln

Mutual of Omaha

R

Products Rider is
available on

Indemnity All Single life
Reimbursement All Single life
Reimbursement IUL and GUL

Reimbursement

Concierge Care
Coordination Included
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Crump has access to carriers who offer both indemnity as well as reimbursement style LTC riders on their life insurance products.  Most offer the rider on any of their permanent products and the carriers who offer the reimbursement style also offer concierge care as well.


*Policy riders are available at an additional cost and may not be available for all products or in all states. Terms and conditions apply.



Presenter
Presentation Notes
Crump also has carriers who offer Chronic Illness Riders.  Mutual of Omaha has both an LTC and Chronic illness rider and the Chronic Illness rider is available for all cases including table rated cases.  North American and National Life/LSW offer Chronic, Critical and Terminal Illness on their term insurance products.
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Thank you again for joining us today for the Basics of Life presentation.  I hope that you found our presentation actionable, useful and finally helpful for you and your clients.  Please reach out to the Crump team if we can assist and we can be reached at #888-232-4872.  Thank you and have a great day.
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